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ABSTRACT
FACTORING AS FINANCING ALTERNATIVE: 
TURKISH CASE
By
Sedef Ataman
Supervisor: Assoc.Prof -Kursat Aydogan
This study attempts to find out the common aspects of the firms 
that have preferred factoring as a financing alternative, 
checking out their financial structures and performances together 
with an overview of factoring. The financial statements of the 
companies were analyzed from the perspectives of liquidity, 
financial stability, profitability, efficiency and financial 
structure. Comparisons were made over time and with industry 
averages. The analysis showed that the majority of the firms are 
smal1-to-medium sized firms that are growing fast, are in need of 
cash due to overtrading with an inadequate financial base and 
have undertaken high liabilities with high financial risks- Their 
sales are mostly on credit and receivables collection periods and 
cash conversion periods are quite long for the majority of the 
firms. As a result, the majority of the sample are possible 
beneficiaries of factoring to improve their cash flows, liquidity 
and profitabi1ity levels.
Keywords: Account receivables, cash flow, credit management, 
factor, factoring, liquidity, prepayment, profitability, sales 
ledger administration.
ÖZET
b i r f i n a n s m a n y ö n t e m i OLAP.A.K FACTORING:
Tü r k i y e u y g u l a m a s i
H a n  rl ayan
Sedef Ataman
Tez Yöneticisi: Doç.Dr.Kürşat Aydoğan
Bu çalışma bir finansman tekniği olan factoringi tanıtarak, bu yöntemi seçen 
firmaların finansal yapılarını ve performanslarını inceleyerek 
karş11aşt1rmakta ve varsa ortak yönlerini belirlemek amacındadır. Bu amaçla 
factoring! tercih eden firmaların finansal tabloları likidite, finansal denge, 
karlılık, verimlilik ve finansal y^ -Pi bakımlarından incelenmiştir. 
Karş11aşt1rmalarda endüstri ortalamaları ve önceki yılların değerleri esas 
alınmıştır. Sonuçta bu şirketlerin çoğunluğunun hızlı büyüyen orta büyüklükte 
şirketler olduğu, yetersiz bir finansal tabanla büyüdükleri için nakit 
sıkıntısında oldukları ve bu yüzden yüksek riskli borçlara girdikleri 
görülmüştür. Sonuç olarak, bu çalışmada incelenen firmaların factoringden 
yarar sağlayabilecek firmalar olduğu bel irlenmiştir.
Anahtar Sözcükler: Alacaklar, faktör, factoring, nakit akışı, kredi yönetimi, 
likidite, önödeme, karlılık.
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1. INTRODUCTION
This study intends to explore the question of whether the firms 
that prefer factoring as a financing alternative in Türkiye, have 
similarities in their financial structures and performances. 
Cash flow is the backbone of a firm- Increasing sales bring more 
profit as well as the need for more work force, raw material and 
equipment, all of which depend on the cash the firm can create. 
In the product-money cycle, if the chain is broken by credits 
that are delayed or not paid by the customers, the firm can get 
into trouble to finance its needs. The aim of factoring is to 
intervene to cash flow of the firm directly and remove the 
problem of unpaid or delayed payments, by the sale of the firm's 
accounts receivables to a factor.
Factoring has been introduced to Turkish business world during 
the last couple of years, although it has been in existence in 
developed countries since 1950's. It is expected that, the 
companies preferring factoring as a financing alternative have 
low liquidity levels, suffer from cash flow problems, are growing 
fast and overtrading. These companies are expected to be young 
and smal1-to-medium sized companies thereby not able to raise the 
funds necessary to finance their growth.
This study both tries to give an overview of factoring as a
financing alternative and tries to detect the similarities, if 
any, among the firms preferring factoring, considering their 
financial structures and performances. Since factoring is quite 
new in Türkiye and since there are still misconceptions about the 
subject, such a study is believed to be useful in the development 
of this financial tool in Türkiye.
In Chapter 1, the development of factoring in Türkiye is 
discussed after a short overview of the history and background 
in the world. The future of factoring as a financial method is 
also considered in this chapter.
Chapter 2, which is quite theoretical, tries to enlighten the 
basics of factoring, which are believed to be quite new and 
unknown to the Turkish financial system, followed by an overview 
of advantages and disadvantages. Elements of factoring, namely, 
provision of finance, sales ledger administration and credit 
management are discussed first, followed by an explanation of how 
the mechanism works. The special types of factoring which are 
simply combinations of several services are, also, given in 
Chapter 2. This chapter ends with the listing of advantages and 
disadvantages of this financial method for a company.
Chapter 3, which is empirical, begins by explaining the purpose 
of the study, followed by the explanation of the data and 
methodology. Data and methodology part includes the manipulation
In Chapter 4, the results of the empirical search are given, 
together with the discussion of the results. Finally, Chapter 5 
covers the conclusions derived from the study.
1.1. History and Background
The several elements of service provided by factoring companies 
developed separately in different ways and were brought together 
in the 1950s and 1960s in one complete package. It is better to 
examine the history of factoring separately, as in United States 
of America where it was born and as in Europe. Finally, a look to 
the history of factoring in Türkiye, which started about three 
years ago can provide the base in discussing the today and the 
future of the sector.
1.1.1. United States of America
of the data, procedures and limitations of the study.
The first "credit factors" in modern times were textile agents in 
the United States of America. In 1890, a tariff on imported 
textiles of just under SOX had the effect of reducing the 
traditional business of the textile agents. Many of them had to 
drop their traditional business of importing, storing and selling 
textiles- Some of these continued by beginning to act as agents 
for American suppliers, effectively providing a credit factoring
service to them without selling. This was remarkably similar to 
present-day credit factoring- Initially, they preferred to stay 
with the business which they understood best, not moving into 
other industries.
In the 1890s, also, the banks in the United States explored the 
possibilities of i n v o i c B  d i s c o u n t i n g ^  the branch of factoring in 
which the banks lent against the security of commercial accounts 
receivable, on a recourse basis. ^
The first receivable financing company not connected with a bank 
was established in 1904- (Biscoe,1975) It was at this time that 
many present day procedures such as; financing between 70 per 
cent and 80 per cent, detailed accounting procedures for 
communication of invoices raised and sums received were set up. 
The criteria about the industries and types of customer for which 
factors would be willing to supply finance were established, as 
well- These were not quite the same as today, since credit 
assessment procedures are so much more sophisticated now, but 
still serve as a guide.
Because factoring had started in particular industries such as 
textile, the factoring and accounts receivable finance companies 
developed detailed knowledge both about the industry and about
 ^ Recourse basis means that the client, not the bank bear 
any bad debts.
the businesses within that industry. If a factoring company acted 
for several suppliers to the same customer then they had a very 
good picture of the customer's position and could judge when the 
time was right to expand or restrict further credit. That is one 
of the greatest advantages in factoring debts today,
1-1-2- Europe
In Europe, factoring had a comparatively late development, 
starting completely in 1960, in the United Kingdom. Germany 
adopted factoring along American lines early in the 1960s and 
then it spread across the rest of Europe. However, in Europe 
there was no one industry which lent itself particularly to 
credit factoring. Many industries immediately saw the benefits 
although initially it was viewed by some suspicion by customers, 
who thought it represented “last resort" financing and could 
sometimes lead to customers refusing to do further business with 
clients who factored their debts. Nowadays, the greater 
sophistication of finance sector and industrial accounting has 
prevented the prejudgments which slowed down the growth of 
factoring in the early days.
Industry statistics compiled by the Association of British 
Factors and Discounters (ABFD) show that the combined turnover of 
companies serviced by the association's 11 members rose 24X last 
year to £11.6 billion and the number of companies making use of
According to Factors Chain International (FCI), which links 
factors in 35 countries, factoring has also expanded on a
Table I WORLD FACTORING VOLUMES
factoring and invoice discounting rose by 15% to 7507.^
YEARS FACTORING TURNOVER 
(billion dollars)
1983 66.9
1984 71.0
1985 85.3
1986 104.1
1987 139.8
1988 160.1
1989 195.1
1990 244.0
:e; Factors Chain International
worldwide basis.Table I shows the world factoring volume since 
1983.
From Table I it can be seen that factoring volume has expanded, 
rising over 20 per cent in each of the last two years.
The increasing need for care is, also, been demonstrated in the
^ Financial Times; Survey;"Factoring",Apri1 1971
® Ibid.
ABFD's figures for 1989. They revealed a 44 per cent increase, to 
£5 million, in the value of bad debts absorbed by members and a 
41 per cent rise in UK debtors where legal action was in 
progress.^
When factoring is analyzed on a country basis, the first three 
countries with highest turnovers are USA, Italy and the UK. Each 
country has different types of factoring methods in application 
compatible with its general financial structure; in some 
countries firms make use of it just for financing while in 
others for insurance against risks.
Another finding which shows that importance of factoring has 
increased worldwide, is the increase in the number of factoring 
companies in the world. In 1983, 248 factoring companies were in 
the industry; today there are 450 companies in action in about 40 
countries.
1-1-3- Türkiye
The increasing popularity of factoring worldwide and the speedy 
developments in Turkish financial and banking structure with the 
addition of many new financial services like financial leasing, 
brought factoring to Türkiye about three years ago.
Ibid.
The first application in Turkish banking system was realized in 
1989 within the body of a private bank. In 1990, this private 
bank has passed on this function to a factoring company of which 
it was one of the partners.
Another factoring company was founded in September 1990 under the 
leadership of a state owned bank together with four private banks 
and a trading company. Three other companies are about to enter 
the market soon and managers of present ones claim that the 
market potential is suitable for many others.®
Factoring in Türkiye has been used for financing aim and mostly 
in export areas. At the moment, the major sectors which are 
making use of factoring service are ;
1. Textile, clothing, leather, furniture,
2- Food and drinks,
3. Chemicals,
4- Machine and electrical equipments,
5. Glass and ceramics
Similar to the world experience, in Türkiye, the t e x t i l e  industry 
is on top of the sectors demanding factoring services. This is
Ekonomik Bülten, 26.11-2.12.1990
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followed by f o o dy  o î e c t r i c a l - B İ o c t r o n i c  o q u i p m o n t S y  c h e m i s t r y  and 
p h a r m a c e u t i c a l industries.
In 1989, the factoring volume in Türkiye was 20 million dollars. 
In 1990, this was about 70 million dollars which is about three 
folds of the previous year. Still this was lower than the 
expectations of the managers of factoring companies. The reason 
is estimated to be the G u l f  Шаг and following recession in the 
world trade.
Although initially the factors focused on export factoring, on 
account of G u l f  Шаг they chose to expand their domestic market,as 
well and found out that there is a great potential in the 
country. The managers of the factoring companies state that the 
domestic demand for factoring is mostly for financing aim whereas 
the export factoring is demanded for insurance against risk."^
Today, the decreasing use of l e t t e r  o f  c r e d i t  due to cash flow 
problems lead most companies to work on an o p e n  a c c o u n t basis and 
with longer terms, in Europe. Therefore, export factoring began 
to gain importance again. Germany, the UK, France, Italy and USA 
are the countries with which export factoring is realized most 
frequently.^
^ Ibid.
Barometre, January 1991
It has been estimated that 2  b i l l i o n  d o l l a r s  export volume 
represents a suitable potential for factoring services. 50  
m i l l i o n  d o l l a r s  export and 1 0  m i l l i o n  d o l l a r s  import has already 
been realized until today through the existing factoring 
companies
1.2. Future of Factoring
It is apparent that the future potential is quite high for 
factoring both in Türkiye and in other countries- In today's 
financial environment operations with l e t t e r  o f  c r e d i t  have lost 
their importance and popularity and most countries prefer to 
trade with "open accounts". This stems from their evasion from 
engaging their credit limits to letters of credit, paying 
commission fees and paying in advance. Especially in Europe, 
which is getting ready for a "common market", firms prefer to 
trade with forward sales though the risk of nonpayment remains 
unchanged. It is expected that sales with letter of credit will 
decline more steeply after 1992.*^
Under these conditions, most of the firms that are selling abroad 
are in need of an insurance of payment to avoid their risks. At 
this point, the factoring services gain importance since they are 
buying the risk of nonpayment and collecting the receivables for
® Bakis, 1991,No:129
Financial Times ; Survey : "Fac toring" , May 1,1990
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the firms together with expertise on foreign countries. In other 
words, factoring can be more active in helping the exporting 
firms to broaden their foreign markets.
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2. BASICS OF FACTORING
2.1. Elements of Factoring
"Factoring” is a source of finance linked to a management 
service; and though it takes several forms, all involve the sale 
of a company's trade debts to a factor, namely the factoring 
company (Brandenburg,1987). The services offered by a factor are 
provided in such a way as to suit to the particular requirements 
of a factor's client and, as a result, a number of different 
forms of factoring has emerged as part of the effort to respond 
to the demands of the market place.
All of the factoring types emerge from the various combinations 
of three main elements with different degrees of coverage. These 
three main elements are;(Figgis,1989)
__ the provision of finance 
___ sales ledger administration
_ credit management (including bad debt protection)
Each company may have different reasons for approaching one of 
these factoring services. According to Rubin (1983), a company 
should consider factoring if one or more of the following are 
true;
12
_ If the company's profits can be improved with additional help 
to manage its accounts receivable, maintaining minimum losses and 
timely collections,
_ If the company's profits can be im|5roved with additional cash 
flow in the business to sustain a growth potential,
_ If the company's profits can be improved if less time is spent 
on credit and financial details, and more is concentrated on 
manufacturing, marketing and sales.
2-1.1- Finance
Provision of finance for working capital requirements is the main 
reason most companies turn to factoring. There are hundreds of 
sources of finance in developed countries and each has different 
characteristics. Each of these financial sources such as leasing 
or venture capital is primarily suitable for different purposes. 
The advantage of factoring as a source of finance is perhaps less 
obvious and much under-estimated, but it has some unique 
attractions. (Figgis,1989)
Factors provide a financial facility that allows up to BOX of the 
value of debts to be drawn down by the client- The remaining 20X, 
less charges is paid over either after a specified period or when 
the invoice is settled by the client's customer.
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Since factoring provides immediate cash after a sale, it results 
in increased profitability. Another advantage is; as the finance 
available is expressed as a percentage of debts factored, finance 
grows in line with the sales growth- Companies can take advantage 
of discounts from suppliers and eliminate the need to offer 
expensive early settlement discounts to customers.
Two main concerns relating to finance are;
- Cost of finance is regarded as expensive.
- The question why this finance was not made available by other 
institutions such as banks is asked.
Actually, the charge of amounts borrowed is not dissimilar to 
amounts charged for bank overdrafts.
The answer to the second concern can be explained by the general 
tendency of banks' to lend with the comfort of security and to 
work from historical accounts which can be a major disadvantage 
to rapidly expanding businesses.
Thus, for an expanding company which has outgrown its overdraft, 
but which is not large enough to raise other forms of finance 
such as equity capital, it is reasonable to seek finance from the 
factoring sector.
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Having purchased the debts the factor manages them by carrying 
out all the sales accounting and administration. This allows 
management to spend more time running business and exploiting the 
business opportunities. Savings in overheads, improved cash flows 
and interest savings due to factor's expertise are the expected 
results of sales ledger administration. The cost of day-to-day 
follow up sales ledger is charged through a factoring service 
fee. This charge is calculated as a percentage of turnover and is 
usually between IX and 2X. The exact amount depends on the weight 
of the work and the level of protection against bad debts. 
Whether it is expensive or not is a question of weighing up the 
advantages and disadvantages and the costs and benefits.
2-1-3- Credit Management
It is a key aspect of the factoring service, with factors drawing 
on their experience and knowledge (Figgis,1989). It can be 
particularly helpful in areas such as international trade, where 
the lack of knowledge of customers and the risks of default may 
be increased. Most of the time, depending on the type of the 
factoring contract, the bad debts of the company are protected by 
the factor. Bad debts within the guarantee limits set initially 
by the factor are paid by the factor within a certain period of 
time, in case it is not paid by the customer of the client. In
2-1-2. Sales Ledger A d m inistration
15
other words, the factor buys the risk of nonpayment together with 
the receivables.
2.2. Mechanics of Factoring
The factoring begins with the claim of the "seller" from the 
factor to investigate a specific "buyer" for credibility. At the 
first step, the factor gets the required information about the 
buyer and the seller. These are;
__ The financial tables for the recent three years of the se11er.
___ The name of the buyer company.
_ Address of the buyer company.
__ The trade volume of the seller with the buyer, on a yearly 
basis -
_ The bank(s ) of the buyer.
_ Maturity date of the payment.
_ The required guarantee limit for the maturity date-
Depending on the approval of the seller the factor, also gets the 
permission to contact with the buyer company. Under the light of 
this information set, the factor makes investigations about the 
seller and the buyer. The survey will take the form of a detailed 
analysis of the seller sales ledger and mode of operation. The 
survey team will check through the ledger to determine the
16
possible load if the ledger was taken on to the factor's books. 
The information obtained during the survey will enable the factor 
to advise on what type of service will suit to the prospect firm. 
Accordingly, the factor prepares the factoring contract 
indicating special conditions, commission fee and discounting 
rates and presents it to the seller.
If consensus is reached the seller becomes "the client"^'^ of the 
factor for that specific customer. The guarantee limits are, also 
determined by the factor at this level. (See Figure 1)
The arrangement between the factor and the client becomes 
operational on the date which has been agreed between the 
parties. Although the detailed arrangements will depend on the 
type of the service offered by the factor to the client, the 
general rule is that the client will operate exactly as before 
but that all the invoices sent out by the client to the customer 
will bear a stamp or sticker (notice of assignment) stating that 
payment should be made directly to the factor.
The "notice of assignment" generally include the instruction to 
pay the factor, directions how this may be done and an 
explanation of why payment must be made to the factor.
A copy of invoices with notice of assignment and the document
All through the text "the client" refers to the seller, 
whereas "the customer" refers to the buyer, and "factor" to the
factoring company.
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FIGU R E  1 APPLICATION FOR LIMITS
1 1 1 (
\ : SELLER :
/: !
/ \
4 2
/
1. The buyer gives the order.
2. The seller sends the information to the factor and applies for 
guarantee limits.
3. Factor, makes investigations about the buyer.
4. Factor sends the contract and approved guarantee limits to the 
seller.
showing that loading was done are sent out to the factor, as 
well. In this manner, the client transfers its receivables from 
the customer to the factor while the factor undertakes the risk 
of nonpayment. The prepayment is made right after the receipt of 
the invoice and the other documents by the factor, if it is 
included in the contract. 807. of the invoice amount will be paid 
to the client.(See Figure 2)
The balance sheet of the client now changes since the receivables 
decreases. The remaining 207. minus the charges are to be received 
from the factor when it receives the whole payment from the buyer
18
firm. The working capital of the client is increased due to the 
cash payment and the firm can increase its profit margin by 
buying with cash in advance.
The factor follows up the credibility of the customers (buyers) 
on a day-to-day basis, holds the sales ledgers of the guaranteed 
invoices and sends monthly reports about these to the client.
If the customer is in financial troubles and cannot pay until the 
maturity date the factor pays the rest of the money to the client 
in 90 days of time, beginning from the maturity date.^^
The client will face two types of costs in a factoring contract:
1. Factoring Commission Fee: Factor takes a commission fee for
the risk undertaken, survey of credibility, and sales ledger 
administration services.Genera 11y , this fee is determined as a 
percentage of the amount on the invoice with the notice of 
assignment. If all of the receivables are sold to a factor, it is 
a percentage of the turnover of the company. Although the rate 
changes between IX and 2X, the real rate is determined depending 
on the number of customer's of the client, the credibility of the 
customer's of the client and average yearly sales of the client.
If the customer goes bankrupt during the maturity term, 
the factor pays all the money at the date of bankruptcy.
19
F I G U R E  2 INVOICE ARRANGEMENTS
: BUYER
11
! /
1 1 11 1
: SELLER :
: \ 1 1 • 1
/ : \
FACTOR
\ Ledger
1. Goods and invoice with notice of assignment sent to the 
customer.
2. A copy of the documents sent to the factor-
3. Factor buys the invoice in terms of the contract, begins sales 
ledger administration and guarantees nonpayment.
4. Factor makes the prepayment which amounts to 807. of the 
approved invoice.
In internationa1 factoring, the country and the exchange rates 
are added to this list. The distribution of the risk is, also 
considered in determining the commission fee. If the contract is 
only for one customer of the client, the risk is concentrated, 
which is not desired.
2. Financing Cost: The factor asks for a "discounting rate" for 
the prepayment which is made as 807. of the invoice amount. This 
rate is predetermined with the factoring contract. In export 
factoring, this rate depends on the foreign currency and
20
libor.^·^ In Türkiye, the general trend is to require a 
discounting rate equal to libor plus 27.. In domestic factoring, 
this rate is determined depending on the daily interest rates of 
domestic currency.
2-3- Types of Factoring
2.3.1. International Factoring (Export/Import Factoring)
The basics of international factoring is not much different than 
those of standard factoring procedures. For the client, there are 
no differences in prepayments and costs. A fourth party, namely 
"correspondent factor" is included in the mechanism.
International factoring is carried out under the patronage of an 
international foundation Factors Chain International (FCI), which 
has members in 32 countries. In 1989, the international trade 
realized under the control of FCI has reached 190 billion 
Dollars, 116 billion Dollars belonging to European countries. 
The members of FCI have the correspondence relationships and can 
act in the name of each other.
The client will, normally, be in relation with the factor in its 
country for collecting its receivables, provision of finance and
London Interbank Offer Rate 
Dünya, 1.8.1990
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insurance of risk. The factor will be in cooperation with the 
factor in the foreign country.
When the client asks for help of the factor, indicating the names 
of foreign customers, the factor sends all the information given 
by the client to the correspondent factor in that country and 
asks for a survey. The correspondent factor carries out the 
survey and determines the guarantee limits for the customers- The 
factor prepares the contract as before according to the guarantee 
limits determined by the correspondent factor.
In international factoring, the sales ledgers are held by both of 
the factors and the customer makes the payments to the factor in 
its country directly- The prepayment made by the domestic factor 
to the client is in currency of the country being exported. 
Except these all other procedures are same as in standard 
factoring.(See Figure 3)
Technically, internationa1 factoring is suitable for firms who 
realize the export in at most three months of time. The operation 
is on an open account basis without the use of letter of credits. 
The discount rates charged for internationa1 factoring are 
between libor + 1 and libor + 2-5, generally, together with the 
commission fee between 0.67. and 2-57..^ "^
Ibid.
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F IGURE 3 INTERNATIONAL FACTORING
BUYER
/ \ /
5 3 2 6
/ \ /
CORR.PNDT.
FACTOR FACTOR
1. The goods and the invoice with the notice of assignment to 
correspondent factor are sent to the buyer.
2. A copy of documents sent to the factor.
3. Factor makes the prepayment up to the BOX of invoice in foreign 
currency.
4. Factor sends the copy of the invoice to the correspondent 
fac tor.
5. Correspondent factor receives the payment on maturity date.
6. Correspondent factor pays the money to the factor and factor 
pays the rest of the amount to the client.
2.3.2. Recourse / Non-recourse Factoring
Recourse factoring is where ^the Factor doesi not give any 
protection to the supplier against the debtor's failure to pay 
the sums outstanding. Thus, although the debt is assigned to the 
factor, the credit risk remains with the supplier. If for any 
reason the debtor does not pay the factor, the debt will be re­
assigned. The factor is entitled to demand to be repaid if he has 
advanced any sums against that debt.
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Non-recourse factoring means that the factor will assume the 
credit risk on debts which it approves. Credit risk means the 
risk of the debtor not paying for goods or services provided 
because of his inability to pay, rather than an inherent defect 
in the goods or services.
The factor will have assessed the customer's creditworthiness and 
will have established a credit (guarantee) limit for the client 
for that particular customer. Provided that the value of the 
invoice does not exceed the limits, the factor undertakes the 
risk of the buyer failing to pay.
However, the factor will still have the right to have recourse 
against the client if the buyer refuses to pay for other reasons 
than inability to pay such as problems related to quality and 
quantity of goods which have been delivered- (Crichton, et. 
al.,1989)
The advantage on a non-recourse agreement is that the factor will 
provide a "cushion" between the seller and the risk of buyer not 
paying- If a small business suffers a large bad debt the effect 
of this can be catastrophic and can destroy the financial 
stability of the business. The seller will still have to pay his 
creditors, even though he has received no payment for his goods- 
Naturally there are some instances where a supplier will not 
require a credit protection facility. For instance, if the seller 
is dealing with large reputable companies, a non-recourse
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agreement may not be necessary.
A recourse agreement will in general be less expensive than non­
recourse agreement. Therefore, the advantage of credit protection 
must be balanced against the cost of factoring if a non-recourse 
agreement is to be made.
2-3-3. Maturity Factoring and Advance Factoring
Recourse or non-recourse factoring may also either be maturity or 
advance factoring. Maturity factoring is when the factor takes an 
assignment of the client's book debts under the factoring 
agreement. The factor will administer the client's sales ledger 
and when he collects the sums due from the debtors these will be 
sent to the client deducting the charges.The agreement may 
require the factor to pay the client not on the collection of the 
debts but rather on an agreed maturity date. This period is 
determined by examining the average collection period.
Where the factor is providing an advance factoring service the 
prepayments to the clients are made on receipt of the 
notification of assignment of debts. The prepayment will be 
limited to BOX of debts assigned under the agreement. This gives 
the factor approximately 207- retention to provide a protection 
against any claims or defenses which may be raised by the debtor 
when the factor attempts to obtain payment for the assigned
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debts.
When a sum is advanced the factor will charge a discounting rate 
on the amount outstanding which operates on the same basis. 
Advance factoring will be attractive to smaller companies who are 
in need of extra funds which cannot be provided by conventional 
sources of finance. Maturity factoring is the exception rather 
than the rule and is generally used by companies with a large and 
complex sales ledger which can be better managed by the factor. 
If both advanced and maturity factoring services are given then 
this is called as standard full factoring service.
2-3-4. Undisclosed and Confidential Factoring
In all of the above types of factoring, the arrangement between 
the factor and the client is disclosed. That is, the factor makes 
sure that all the customers are aware that debt should be paid 
directly to the factor.
In confidential factoring, the client enters into an agreement 
with the factor, whereby the debts are assigned to the factor as 
in full factoring arrangement, but the client maintains the sales 
ledger himself and the debtors are not notified of the factor's 
involvement. The supplier forwards a notification to the factor 
of the invoices which have been sent out to debtors on a daily or 
weekly basis. The factor will make the prepayment. The client
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will maintain its own sales ledger, chase its own debts and will 
generally be required to forward to the factor a copy of its aged 
analysis on a monthly basis. The factor will study the aged 
analysis and will make an extra retention over and above 207. 
already retained if it believes that certain debts are becoming 
old and therefore uncollectible.
2-3-5. Agency Factoring
This facility provides both finance and protection against bad 
debts. The client continues to collect cash from his customers as 
the agent of the factor, who has purchased the debts. The client 
retains control over the debtor's ledger. The factor provides 
credit limits and guarantees to pay if any approved debtor is 
unable to do so. The factor will then rank as a creditor in any 
subsequent action against the debtor.
The most suitable cases for agency factoring are where there are 
many small invoices to many small customers. Agency factoring 
fits these type of operations, being considerably cheaper, 
varying from about 0.57. to 1.27. of factored sales, plus 
discounting charges at rates similar to those on an overdraft.
2-3-6- Invoice Discounting
This facility provides cash against selected invoices or against
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Table II PERMUTATIONS ÜF FACTORING
Full service 
non-recourse
Full service 
recourse
Agency factoring 
conf idential
I nternationa1 
factoring
Agency factoring
Invoice discount
N
N N
N N
0
P
A
N O
P P
N P
1 = Sales ledger administration
2 = Credit management (r.ol lections)
3 = Protection against bad debts
4 = Notification of assignment
5 = Prepayments (finance)
A = Available by 
negotiation 
P = Part of 
the service 
N = Not part of 
the service 
0 = Depends on 
the need
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a whole ledger- The debtor is unaware that the factor is involved 
if it is a confidential invoice discounting- Well-established 
companies seeking finance for expansion are the most suitable for 
this facility- No credit protection is provided, so that in the 
event of a bad debt the client has to meet it himself. The sales 
ledger administration is not undertaken by the factor.
Table II shows the permutations of factoring services with 
elements of factoring-
2.4. Advantages and Disadvantages
The advantages and disadvantages of factoring for a firm depend 
largely on the degree of suitability of the firm for factoring 
services. The benefits of factoring are considerab1e , provided 
they are applied to the right company at the right time. The 
services offered by factors are not suitable for all companies at 
all times. Figgis (1989) argues that the principal beneficiaries 
will be young growing companies where factoring provides the 
finance for growth and releases management time from the day-to- 
~day sales ledger administration and credit management. He adds 
that through improving cashflow and making use of money 
previously tied up in debtors, factoring is a realistic option to 
companies which are currently overtrading but which could 
profitably trade at a higher level.
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If factoring is utilized by a suitable firm, the advantages and 
disadvantages can be summarized as follows;
Advantages:
- Since the firm assigns the collection of the receivables to the 
factor, the risk of buyer not paying does not exist anymore for 
the firm. This is true as long as the goods or services delivered 
are in accordance with the contract- If the buyer refuses to pay 
because of conflicts in quality or quantity of goods or services, 
the factor has the right of not paying to the firm-
~ As the risk is removed considerad1y , the firm can act freely to 
expand its domestic and foreign markets.
- With the prepayment obtained from the factor the firm can pay 
its debts reducing the interest cost and can buy raw materials 
buy advancing cash, thereby making use of discounts.
- The quality of the balance sheet is improved with decreased 
accounts receivables and decreased number of debtors-
- The competitive power of the firm increases, since it provides 
credit sales to its customers without any doubts.
When the customers evade from letter of credit and prefer open
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account trading, factor undertakes the risk of nonpayment and 
allows being free in exporting.
- Technically, the prepayment is not considered to be credit or 
any other kind of debt. It is described as the receivables paid 
earlier and therefore cannot be seen on the balance sheet-
- If the contract between the firm and the factor covers all of 
the receivables, the factor becomes the only debtor to pay the 
receivables thus increasing the quality of the balance sheet. 
This increases the reliability and credibility of the firm 
indirectly.
- In international factoring, the factor gathers and combines all 
important and necessary information about the foreign market 
which are valuable to the exporters. To obtain this kind of 
information may be very costly and time consuming for small sized 
companies.
- Most of the default risks in export business such as 
economical, political and exchange rate risks are undertaken by 
the factor-
- Infinite flexibility is built in by means of factoring, since 
the available finance grows in line with the growth in sales 
ledger.
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“ If full factoring is in consideration, as the sales ledger 
administration will not be held, the management will have more 
time to spend on production, marketing and planning. Besides some 
ambiguities in financial planning will be removed as the payments 
are received on time.
- The contribution of factoring to the economy can be observed as 
the improvement of trade balance and in the long run as higher 
equilibrium of demand and supply. In other words, it has a 
stimulating effect on the economy.
Disadvantages:
- The factoring commission fee may be expensive depending on the 
size of the company. The companies with high volumes of small- 
value invoices may find the cost prohibitive since the factor 
charges according to the 1evel of throughput related to the value 
of the business. Thousands of small invoices take up much 
computer punch-in time when compared to a few large invoices.
- Many clients worry that their customers will think that they 
have gone for ”1ast-resort" financing. Their "image" may be 
harmed. Although factoring companies try hard to dispel 
misconceptions, there is considerable misjudgments about the 
concept. A company which is concerned about this aspect can use
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confidential factoring, where the debtor does not know of the 
factor's involvement, at least until he fails to pay.
- The client can no longer supply to everybody indiscriminately, 
if he wants credit insurance. He is controlled by the factor to 
provide goods or service up to a specified maximum to new 
customers, due to credit limits determined by the factor 
particularly for them. This may be perceived as "loss of 
control", however the client has the right to decide to supply 
the customer anyway and take the credit risk directly upon 
himse1f.
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3. DATA AND METHODOLOGY 
3·!. Problem Definition
Factoring has been introduced to Turkish business world during 
the last couple of years, although it has been in use in 
developed countries as an alternative financing technique since 
1950s. It has been made clear that the balance between the 
advantages and the cost of factoring services should be well 
adjusted by the company before making the decision of asking for 
it- It has also, been stated that in each country, each firm has 
different reasons for approaching factoring depending on the 
economical situation at the macro level and the financial 
situation at the micro level. A firm may need factoring for the 
sake of insuring its credits whereas another may need it just for 
raising funds or for sales ledger administration.
In Türkiye, depending on the economic conditions, the main reason 
of most of the firms to utilize factoring services is 
prepayment.^® In other words, firms come to factoring companies 
with the aim of raising funds which they cannot do by themselves. 
Because of economical constraints, the customers cannot pay their 
debts in cash and they ask for term credits. Thus, even if a 
firm can sell all of its products, since it cannot collect its 
credits on time, it faces liquidity problems- Besides, the
Ekonomik Bülten, 26.11-2.12.1990
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inflationary environment decreases the value of receivables if 
there are delays.
At the micro level, a firm may have many specific reasons for 
needing factoring services as a financial tool.
This study attempts to find out the common aspects of the firms 
that have asked for factoring services, checking out their 
financial structures and performances. The aim is to determine 
the similarities in the "sources of reasons" if any, among the 
firms in Türkiye, to apply for factoring services as a financial 
tool of raising funds. This way, some insight into the underlying 
reasons for their preferences of this financing alternative might 
be gained.
This study was found to be important for two reasons;
- Even though factoring has been in existence in the world for 
quite a long time now, there are still misconceptions about the 
subject all over the world. It is normal that these will be a lot 
more in Turkish business life since factoring industry is too 
young in Türkiye. This study wants to enlighten the subject and 
the advantages and disadvantages of the method detecting 
circumstances under which factoring is beneficial for a firm.
~ Factoring seems to have a promising future both in Türkiye and
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in the world, depending on the "common market" activities and 
tendencies to work with open accounts. Therefore, the development 
of factoring industry in Türkiye is desirable both for the firms 
specifica11y , and for the economy generally- A study for 
determining the common financial aspects and performances of 
companies demanding factoring services is believed to be helpful 
in the development of this new financial sector in Türkiye. In 
the long term, such a development is promising to work in favor 
of the trade balance of the country, helping the export sector 
develop.
3.2. Data Source and Description
The data used in this study are consists of balance sheets and 
income statements of 40 firms which have applied for factoring 
services to a major factoring company, in Türkiye- The source of 
data, namely the factoring company, has about one third of the 
present market in the factoring sector-
The balance sheets and income statements are for the recent three 
years, namely 1988, 1989 and 1990- It was stated by the 
executives of the factoring company that the balance sheets and 
the income statements are audited and refined by the factoring 
company before applications are taken into consideration. 
Therefore, the numbers used in this study are from audited 
balance sheets and income statements.
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Since many of the firms prefer confidential factoring, the 
company wanted to keep the names of the firms confidential. Only 
the sector each firm belonged to was stated- For the same reason, 
the factoring types and agreements such as the discounting rates 
and commission fees could not be obtained.
The data consists of the financial statements of the firms from 
the following industries;
-· 14 firms from the textile industry,
~ 3 firms of electrical/electronic house equipments,
- 3 firms from the paper industry,
“ 3 firms from the food industry,
- 3 firms from leather clothing,
- 7 firms of exporting and marketing,
- 2 firms from chemistry industry,
- 2 firms from the automotive industry,
- 2 firms from the metal work,
- 1 engineering firm.
Out of these 40 firms, 2 companies have their financial 
statements for the last two years only instead of last three 
years. These were adjusted accordingly when averages were taken. 
Similarly, some of the firms have the 1990's numbers for 6 or 8 
months- These were adjusted when they were compared with each
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other. Naturally, this makes no difference when taking ratios 
since both the numerator and the denominator are of equal length 
of time. These adjustments are explained on the tables.
Since financial ratios do not mean anything by themselves, they 
are either to be compared with the former years' ratios (a trend 
analysis) or with industry averages. Although there are certain 
criteria for the general desirability of ratios, set by financial 
analysts, these are not taken to be realistic for every country's 
economic conditions. But where the industry averages were not 
available for certain sectors and ratios these desirability 
levels were considered for being the criteria of comparison.
3.3. Methodology
To evaluate and compare the financial conditions and performances 
of the firms, certain yardsticks are required. In this analysis, 
certain accounts and ratios, relating two pieces of financial 
data to each other, were used as the yardsticks.
In this study, the analysis of financial ratios involves two 
types of comparison. Some of the ratios are compared with the 
past ratios for the same company so that the composition of 
change is studied and the improvements or deteriorations in the
For example, the net sales as end of 6th month is simply 
divided by 6 and multiplied by 12 to find out an approximate 12 
month number.
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financial condition and performance of the firm over time is 
determined. Not only ratios, but also raw figures like "net 
sales" are compared over time, as well. This is the trend 
analysis part of the study.
The second method of comparison involves comparing the ratios 
with industry averages at the same point in time. Such a 
comparison gives insight to "relative" financial condition and 
performance of the firm.
The available information about the industry averages for certain 
ratios and certain sectors are listed in Appendix Table I-A.
Another part of the study covers the description of the samples 
by their means, trimmed means, standard deviations and 
histograms. NINITAB statistics program was used to describe the 
data and the related outputs are referred in the following 
results section. In this part of the study the data set for 
certain ratios or measures were divided into equal intervals and 
the frequencies of the firms in these intervals were found out.
The financial statements of the firms were analyzed from three 
different perspectives. First perspective is the liquidity and 
financial stability aspects. Second, profitability and efficiency 
analysis is made. Finally, the financial structure is examined. 
Also, the trend analysis for net sales and net profits were
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carried out.
3-3-1- Liquidity and Financial Stability Analysis
For analyzing and comparing the liquidity and financial stability 
of the firms, the current ratios, acid-test ratios, debtors-to - 
sales ratios, collection periods, inventory days and cash 
conversion periods were calculated- These ratios and their 
formulas are listed in Table III-
In addition, the r i Bt  s a l e s  of the firms for the last three years 
were listed and the trends were found. The averages of the three 
years were also found and the general distribution was analyzed- 
The same procedure was applied to the n e t  p r o f i t  figures, as 
wel 1 .
The ratios used in this perspective are used to judge the firms' 
ability to meet short term obligations. The present cash solvency 
of the firms and their ability to remain solvent in the e^ '^ents of 
adversities are determined from which'the common trends are 
abstraicted. In essence,’ these tests were used to compare short­
term obligations with the short-term resources available to meet 
these obligations.
The c u r r e n t  r a t i o s  were calculated for each firm, for the last 
three years. The trends for each firm were checked and the
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Table III TESTS OF LIQUIDITY AND FINANCIAL STABILITY
NAME OF RATIO FORMULA RESULT AS
CURRENT ASSETS
CURRENT RATIO ------------------- RATIO
CURRENT LIAB.
MON. CURR. ASST.
ACID-TEST RATIO ------------------- RATIO
CURRENT LIAB.
DEBTORS
DEBTORS TO ------------ *100 */.
SALES RATIO NET SALES
DEBTORS DAY DEBTORS
(COLLECT. PERD.) -------------*360 DAYS
NET SALES
CREDITORS DAYS CREDITORS
(PAYMENT PERD.) -------------*360 DAYS
COST OF SALES
INVENTORY
INVENTORY DAYS -------------*360 DAYS
COST OF SALES
DEBTORS DAY
CASH CONVERSION +
PERIOD INVENTORY DAYS DAYS
CREDITORS DAYS
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numbers of each firms showing similar trends were documented. 
Since the industry averages were available only for 1990, the 
current ratios for this years were compared with the industry 
averages where they are available. The averages were not 
available for some sectors such as leather and engineering 
sectors. For these firms, the norms of desirability were used as 
a comparison tool - This norm is determined to be 2 for the 
current ratio.
The a c i d - t e s t  r a t i o s  were calculated in the same manner, trying 
to provide a more penetrating measure of liquidity than does the 
current ratio, since it excludes inventories which is the least 
liquid portion of current assets- This test concentrates on cash, 
marketable securities, and receivables in relation to current 
obiigations.
The c u r r e n t  and a c i d - t e s t  r a t i o s  were chosen with the aim of 
detecting the degree of the cash requirements of the firms.
The d e b t o r s - t o - s a l e s  ( r e c e i v a b l e s - t o - s a l e s ) r a t i o s  were 
calculated for each firm to be able to detect similarities in the 
percentages of the receivables within the net sales. This was 
found to be important since the main reason for these firms to 
apply for factoring services could be the large percentages of 
receivables in their current assets.
42
The c a s h  c o n v e r s i o n  p e r i o d s  were found through the calculation 
of c o l l e c t i o n  p e r i o d s  ( d e b t o r s  d a y s ) ,  p a y m e n t  p e r i o d s  ( c r e d i t o r s  
d a y s ) and i n v e n t o r y  d a y s . Each of these were analyzed on the 
basis of their trends.
3-3.2- Profitability and Efficiency Analysis
For the analysis of profitabi1ity and efficiency part, the net 
profit ratios together with the return on investment ratios were 
calculated. Table IV lists the ratios and their formulas.
The r e t u r n  on i n v e s t m e n t  r a t i o  is the most important measure of 
the performance as it indicates the comparative efficiency with 
which the whole company is in run. This ratio was selected 
because it measures the earning power of the total permanent 
investment in the company. The comparison with the industry 
averages covered only 1990, due to lack of information.
The n e t  p r o f i t  r a t i o s  were calculated to reflect the profit 
potentials of the firms after allowing for the marketing, 
distribution and administrative expenses. The trend analysis 
together with the comparison with the industry average for 1990 
was carried out.
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Tab l e  IV TESTS OF PROFITABILITY AND EFFICIENCY
NAME OF RATIO FORMULA 
NET PROFIT 
TOTAL NET ASSETS
RESULT AS
RETURN ON 
INVESTMENT
·/.
NET PROFIT 
RATIO
NET PROFIT
NET SALES
7.
3.3.3. Financial Structure Analysis
In the analysis of financial structure, the mix of the debt and 
equity finance used in capital structure was tested by the debt- 
equity ratio, debt ratio and the times interest earned ratio. 
Table V shows the ratios and the formulas used in this part of 
the study.
The d B b t - e q u i t y  r a t i o s  were calculated since the ratio includes 
all the company's debt -both short term and long term. Short term 
debt is more risky than long term debt because the interest and 
principal are both usually due and payable within a year. In 
addition, for the small and medium-sized companies, which the 
data in this study belong to, short term debt is often a major 
source of finance. Also, the debt to equity ratio is an important 
indicator of financial risk: as the ratio rises, the financial
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Table V TESTS OF FINANCIAL STRUCTURE
NAME OF RATIO FORMULA RESULT AS
TOTAL DEBT
DEBT-EQUITY   ’/,
RATIO STOCKHOLDER'S EQ.
TOTAL DEBT
DEBT RATIO   X
TOTAL ASSETS
PRETAX OP.PROFIT 
+
INTEREST
TIMES INTEREST ---------------------- TIMES
EARNED RATIO INTEREST
risk increases.Therefore, the debt to equity ratios were used 
to compare the financial risks of the firms which have asked for 
factoring services with the industry averages.
The t i m e s  i n t e r e s t  e a r n e d  r a t i o s  were figured out to determine 
the margin of safety with which interest costs are being earned. 
Actually, this ratio is very critical for both the existing and 
potential suppliers of debt capital of the firm, but in this 
study it was, also found to be important for comparing the 
margins of safety of the firms with each other.
The increase in risk arises from the fact that the 
interest payments on debt have to be repaid regardless of the 
profit levels since interest is a fixed cost.
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This study could have been more extended and meaningful if some 
limitations did not exist. The major limitation was in providing 
the necessary data. The factoring agreements for each firm 
indicating the types of factoring encountered, discounting rates 
and commission fees could not be obtained. This would presumably 
help to determine the reasons why these firms wanted to use 
factoring as a financial tool.
Secondly, the lack of information about the industry averages 
prevented the study from being more meaningful. The only 
information about the industry averages was obtained for the 1990 
and the averages were for the companies which are listed in 
As a consequence, the averages were not available for all 
of the figures and ratios and for all of the industries. Some of 
the important criteria such as collection periods or cash 
conversion periods did not have any industry average to compare 
with since such a study has never been carried out in Türkiye 
until today. That is why these figures were compared with the 
previous years' figures of the same firm and then the trends in 
each were compared with the others, trying to find out common 
points.
The study was limited with the information about the firms
3.3.4. L i mitations to the Study
Istanbul lienkul Kiymetler Borsasi
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available on the balance sheets and income statements that were 
refined by the factoring company before. Accordingly, some 
adjustments were made while calculating some of the ratios,
Since the figures for "purchases" were not available, the 
"cost of goods sold" was used to approximate the denominator in 
calculating the collection period.
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4 . RESULTS
The results of the analysis can be classified as; (1) the results 
related to size of the companies, (2) results related to the 
profitability of the companies, (3) results related to the 
liquidity of the companies and finally (4) the results related to 
the financial structure of the companies- The criteria of 
analysis in each of the above subjects was the search for 
similarities of the 40 firms-
4.1. The Results Related to Size
For comparing the sizes of the firms, the net sales and net 
profits were taken to be the tools of measurement- Both for the 
net sales and the net profits the MINITAB outputs showing the 
description of the samples and histograms were used- According to 
these outputs;
- In 1988, 24 of the firms had net sales between 0 and 5 billion 
TL, 9 firms had net sales between 5 and 15 billion TL, the other
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T a ble VI DISTRIBUTION OF NET SALES FIGURES IN YEARS
MIDPOINT OF TRIMMED
YEAR INTERVAL(000) COUNT MEAN (000)
1988 0 24 5,306,047
10,000,000 9
20,000,000 2
30,000,000 i
40,000,000 1
50,000,000 0
60,000,000 0
70,000,000 0
80,000,000 1
1989 0 26 8,867,645
20,000,000 9
40,000,000 2
60,000,000 1
80,000,000 1
100,000,000 0
120,000,000 0
140,000,000 0
160,000,000 0
180,000,000 0
200,000,000 1
1990 0 32 13,478,378
50,000,000 6
100,000,000 1
150,000,000 0
200,000,000 0
250,000,000 0
300,000,000 0
350,000,000 0
400,000,000 0
450,000,000 1
AVG. 0 26 9,855,167
20,000,000 10
40,000,000 1
60,000,000 1
80,000,000 1
100,000,000 0
120,000,000 0
140,000,000 0
160,000,000 0
180,000,000 0
200,000,000 0
: 220,000,000 1
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5 firms had higher net sales. The trimmed mean^ 
about 5 billion TL.
for 1988 was
- In 1989, 26 of the firms had net sales up to 10 billion TL, 
whereas 9 had net sales between 10 and 30 billion TL, the other 5 
firms had net sales of higher values. The trimmed mean for this 
year was about 9 billion TL.
- In 1990, 32 firms had net sales up to 25 billion TL, 6 of the 
firms were between 25 and 75 billion whereas the other two had 
higher net sales. The trimmed mean was about 13 billion TL.
- The averages of the net sales for the three years are 
distributed as follows; there are 26 firms with average net sales 
up to 10 billion TL, 10 firms with average net sales up to 30 
billion TL and 4 firms with higher average net sales. The trimmed 
mean is about 10 billion TL- (See Table VI)
- In 1988, there were 18 firms between a loss of 100 million TL 
and a net profit of 100 million TL. 7 firms were between 100 
million TL and 300 million TL, 10 firms had higher net profits 
and 1 firm had a net loss below 700 million TL. The trimmed mean 
was about 200 million TL.
The trimmed mean is the mean of the sample after the 
upper and lower 57. are trimmed. In this case, it is found to be 
more appropriate to be used since there are outliers in the 
sample.
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Table VII DISTRIBUTION OF NET PROFIT FIGURES IN YEARS
1988
1989
1990
AVG.
MIDPOINT OF TRIMMED
INTERVAL(000)¡COUNT 
1 1
MEAN fOOO)
(800,000)!: 1 201,389
: (600,000) 0
(400,000) 0
! (200,000) 1
: 0 18
: 200,000 7
400,000 3
: 600,000 3
800,000 3
1,000,000 i
(500,000) 1 332,736
: 0 22
: 500,000 9
: 1,000,000 2
: 1,500,000 3
: 2,000,000 1
! 2,500,000 0
: 3,000,000 1
: (3,000,000) 1 452,866
; (2,000,000) 0
: (1,000,000) 0
1 0 25
! 1,000,000 9
: 2,000,000 2
: 3,000,000 0
: 4,000,000 1
: 5,000,000 1
: (1,000,000) i 328,772
! (500,000) i
: 0 19
! 500,000 10
: 1,000,000 5
: 1,500,000 1
; 2,000,000 0
: 2,500,000 2
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“ In 1989, 22 firms were in the interval of 250 million TL net 
loss and 250 million TL net profit. 9 firms were between 250 and 
750 million TL net profits. The others were in higher intervals 
with a trimmed mean of about 300 million TL.
” In 1990, 25 firms were in between 500 million TL loss and 500 
million TL net profit. 9 had net profits between 500 million TL 
and 1.5 billion TL- The trimmed mean was about 450 million TL.
- The average of the three years for the net profits were 
distributed as follows; 19 firms between 250 million TL loss and 
250 million TL profit, 10 firms between 250 million TL and 750 
million TL, 5 firms between 750 million and 1.5 billion TL.
(See Table VII)
Also, the results of the trend analysis for the net profits 
showed that;
- When the net profits of the firms were compared with the net 
profits of the previous years, out of 40 firms, 20 showed an 
increasing trend while 2 of the firms had declining net profits. 
The other 18 firms had fluctuating net profits out of which 10 
declined and 8 increased from 1989 to 1990. The tables showing 
the related figures are in Appendix section.
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4.2· Results Related to Liquidity and Efficiency
For analyzing the liquidity the current ratio, acid-test ratio, 
debtors to sales ratio, collection periods and cash conversion 
periods were taken as the measurements. The sample analysis of 
the current ratios, the collection periods and the cash 
conversion periods were taken as the MINITAB outputs. The 
results are as follows;
- For 1988, 18 firms have current ratios between 0-9 and 1.1, 6
firms are between 0-5 and 0.9, 10 firms are between 1-1 and 1.5.
The trimmed mean of the current ratios for this year is 1-06-
-For 1989, 26 firms have current ratios between 0-75 and 1.25, 9 
firms between 0.4 and 0.5, 5 between 1-25 and 2.25. The trimmed
mean of the current ratios for this year is 1-05.
- For 1990, 24 firms have current ratios between 0.75 and 1.25, 
12 firms between 1.25 and 2.25. The trimmed mean is 1.164.
- The average of the current ratios for the three years are 
distributed as follows; 24 firms between 0.75 and 1.25, 7 firms 
between 0.25 and 0.75, 9 between 1.25 and 1.75. The trimmed mean 
of the averages of the current ratios is 1.097. (See Table VIII)
- For the collection periods in 1988, 12 firms had collection
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T a b l e  VIII DISTRIBUTION OF CURRENT RATIOS
YEAR:INTERVAL
:TRIMMED
:COUNT:mean
1988
1989
1990
AVG.
0 . 2
0.4
0 . 6
0 . 8
1
1.2 
1.4 
1.6 
1.8
0.5
1
1.5 
2
2.5
3
3.5
4
4.5
5
0
0.5
1
1.5 
2
2.5
3
3.5
4
4.5
5
5.5
6
0.5
1
1.5 
2
2.5
3
3.5
4
4.5
1
1
3
3
18
5
5
2
2
9
26
3
2
1
0
0
0
0
1
1
2
24
10
2
1
0
1
0
0
0
0
1
7
24
9
0
0
1
0
0
1
1.06
1.05
1.16
1.1
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periods changing from 25 to 75 days, 12 firms had between 75 and 
125 days, where as 5 firms had between 3 and 25 days. The others 
had longer collection periods. The trimmed mean is 89 days.
- In 1989, 16 firms had collection days between 25 and 75 days, 6 
between 0 and 25 days, 6 between 75 and 125 days and 9 between 
125 and 175 days. The trimmed mean is 83 days.
- In 1990, 22 firms had their collection periods ranging from 50 
to 150 days, 11 were in between 6 and 50 days, 5 were in between
150 and 250 days. The trimmed mean is 93 days.
- The averages were distributed as follows; 16 firms between 25 
and 75 days, 10 firms between 75 and 125 days, 7 firms between 
125 and 175. The trimmed mean is 89 days. (See Table IX)
- For the cash conversion periods, in 1988, 16 firms were in 
between -50 days^^ and 50 days. 13 were between 50 and 150 days. 
The trimmed mean is 62 days.
- In 1989, the cash conversion periods for 15 were between -50 
and 50 days, for 13 between 50 and 150 days with a trimmed mean 
of 52 days.
Negative cash conversion periods mean day's payables is 
longer than collection period plus day's inventory.
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Table IX DISTRIBUTION OF COLLECTION DAYS
1988
1989
1990
AVG.
TRIMMED
INTERVAL COUNT MEAN
0 5 89
50 12
100 12
150 2
200 1
250 2
300 1
350 0
400 1
0 6 82.9
50 16
100 6
150 9
200 1
250 1
300 0
350 0
400 1
0 11 93.1
100 22
200 5
300 0
400 1
500 0
600 0
700 1
0 3 89.2
50 16
100 10
150 7
200 2
250 0
 ^ 300 0
350 2
- In 1990, 20 firms were in between -100 and 100 days, 14 were in 
between 100 and 300 days. The trimmed mean of cash conversion
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periods for this year is 70 days.
- The averages were distributed as follows. 2i firms between 50 
and 150 days, 12 firms between —50 and 50 days. The trimmed mean 
is 69 days. (See Table X)
The comparison of the figures of 1990 with the industry averages 
gave the following results; (Related tables ar in 0|)|)i?ni1 ix)
Table XI COMPARISON OF CURRENT RATIOS WITH INDUSTRY AVERAGES
NUMBER OF COMPANIES COMPARED WITH INDUSTRY AVERAGES:40 
NUMBER OF COMPANIES "ABOVE" INDUSTRY AVERAGE: 8 
NUMBER OF COMPANIES "BELOW" INDUSTRY AVERAGE: 32
- For the current ratios, only 8 firms had current ratios that 
are above the industry average. The other 32 firms were below the 
industry averages. (Table XI)
- The trend analysis of debtors to sales ratio shows that 14 
firms have increasing ratios, whereas 5 has decreasing and 21 has
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Tab l e  X DISTRIBUTION OF CASH C O N V E R S I O N  CYCLES
YEAR;INTERVAL
:TRIMMED 
:COUNT¡MEAN
1988
1989
1990
AVG.
-300 1
-200 0
-100 0
0 16
100 13
200 4
300 0
400 2
-500 1
-400 0
-300 0
-200 0
-100 4
0 15
100 13
200 7
-400 1
-200 3
0 20
200 14
400 0
600 1
800 0
1000 1
-400 1
-300 0
-200 0
-100 2
0 12
100 21
200 2
300 1
400 : 1 :
61.9
52.3
70.4
69.1
fluctuating trends. In total 22 firms' debtors to sales ratio has 
increased from 1989 to 1990.
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4.3. Results Related to Profitability
The return on investment, profit margin (net profit ratio), and 
net profit to stockholder's equity ratios were considered for the 
measurement of the profitabi1ity. The findings were as follows;
( The related tables are in Appendix)
Table XII COMPARISON OF PROFIT MARGINS WITH INDUSTRY AVERAGES
NUMBER OF COMPANIES COMPARED WITH INDUSTRY AVERAGES: 40 
NUMBER OF COMPANIES "ABOVE" INDUSTRY AVERAGES: 14
NUMBER OF COMPANIES "BELOW" INDUSTRY AVERAGES: 26
- When the 1990 profit margins were compared to those of industry 
averages, only 14 were above the average, 26 firms being under 
the average. See Table XII.
- The return on investment (net profit/total assets) ratios 
showed that in 1990, only 15 out of 40 were above the industry 
averages while 25 were below the averages.
- The comparison of 1990 ratios of net profit to stockholder's 
equity revealed that 22 were above the averages whereas 18 firms 
had ratios below the averages. (Table XIII)
59
Table XIII COMPARISON OF THE NET PROFIT TO STOCKHOLDER'S EQUITY
R ATIOS WITH THE INDUSTRY AVERAGES
NUMBER OF COMPANIES COMPARED WITH INDUSTRY AVERAGES: 40 
NUMBER OF COMPANIES "ABOVE" INDUSTRY AVERAGES: 22 
NUMBER OF COMPANIES "BELOW" INDUSTRY AVERAGES: 18
4.4. Results Related to Financial Structure
Debt-equity ratios and times interest earned were taken to be the 
measures to test and compare the financial structures. The 
findings are as follows;
- The total liabilities to stockholder's equity ratios were first 
analyzed on their trends. 8 of the firms have increasing trends 
while 7 have decreasing and 25 have fluctuating trends. Overall 
21 firms had their debts to equity ratios increc:\5ed from 1989 to 
1990. The comparison with the industry averages for 1990 showed 
that 34 firms out of 40 had above the average ratios. Only 6 
firms were under the industry norms.
- Times interest earned figures showed a declining trend for 7
60
T a b l e  XIV COMPARISON OF LIABILITIES TO EQUITY WITH THE INDUSTRY
A V E RAGES
NUMBER OF COMPANIES COMPARED WITH INDUSTRY AVERAGES: 40 
NUMBER OF COMPANIES "ABOVE" INDUSTRY AVERAGES: 34 
NUMBER OF COMPANIES "BELOW" INDUSTRY AVERAGES: 6
of the firms, increasing trend for only 4 firms and fluctuating 
for the rest of the firms.
4.5. Discussion
Although it is difficult to define the firms that have applied 
for factoring with strict rules, a general profile can be 
detected from the results.
The evidence shows that the average size of the firms is about 10 
billion TL. The general trend shows that the firms have 
increasing net sales from 1988 to 1990. So these are medium sized 
companies which are growing.
The net profit analysis indicates that these firms are generally 
profitable. According to the results of the trend analysis out of 
40 firms 20 firms showed an increasing trend in profit and 28 
firms' profits increased from 1989 to 1990.
The current ratio analysis shows that most of the firms have
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current ratios concentrated between 0.75 and 1.25, through the 
three years. The trimmed mean for the average of the three years 
is 1.1, which indicates that current assets of the firms are 
nearly equal to current liabilities. These firms have generally 
undertaken much liabilities than they can afford.
For the current ratios of 1990, only 8 firms had current ratios 
above the industry averages. This means that majority of the 
firms had liquidity levels lower than the industry norms.
The collection days of the receivables for these firms are 
between 80 to 90 days on average. A collection period of 3 months 
can be considered to be quite long- This evidence shows that 
majority of these firms have problems in collecting their debts.
Similarly the cash conversion periods are quite high for the 
majority of the firms. The average cash conversion days changes 
from 60 to 70 days- The firms are especially concentrated between 
50 and 150 days- These figures indicate a slow cash conversion 
process- The receivables collection and inventory turnover days 
are longer than payables days.
The analysis of debtors to sales ratios shows that in total 22 
firms had this ratio increased from 1989 to 1990. Although this 
increase may depend on the decrease in the sales, the evidence 
shows the opposite. Majority of the firms have increasing
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receivables as a percentage of their sales- That is, they are 
selling more on credit basis than on cash basis.
The results related to the liquidity of the firms indicate in 
general that majority of the firms either are not efficient on 
the collection of the receivables or they are over~trading, 
allowing the level of business to expand with an inadequate 
financial base or both are true.
When the profit margins are considered, the majority of the firms 
are under the industry averages- Although both sales and profits 
show increasing trends, the percentage of net profits over net 
sales are below the averages in general, for 1990. This may be 
interpreted as low performance rating.
As with the returns on investment, for the majority of the firms 
these are below the industry averages, which is a sign of low 
profitability and efficiency with which the companies are run.
The evidence on comparison of net profits to stockholder's equity 
revealed the same results approximately, with nearly half of the 
firms below industry averages.
The debt - equity ratios indicate that the majority of the firms 
have high financial risks. The comparison with industry averages 
showed that 34 firms out of 40 had total liabilities to equity
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ratios higher than industry norms- These firms have higher 
financial risks than the other firms in their sectors on the 
average.
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5. CONCLUSION
The'aim of this study was to give a brief overview of factoring 
as a financial tool and to find out the common aspects of the 
firms that have applied for factoring considering their financial 
conditions and performances.
It has been cleared out that the advantages of the factoring are 
valid only when it is used by the "right" firms with the suitable 
type of factoring, depending on the need of the company. A sales 
ledger administration service may be too costly for a small firm 
with thousands of small invoices or a large company may not need 
insurance of credit-
On the other hand, if factoring is utilized efficiently, the 
advantages seem to outweigh the disadvantages-
The future of factoring promises a high potential due to common 
market developments and increasing tendency to work with open 
accounts without considering letters of credit. The insurance of 
credit service begins to gain importance by time.
In order to appreciate the results of this study correctly, the 
limitations to the study should be considered once more. First, 
the information about these companies were limited with the 
balance sheets and income statements only. Second, industry
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averages were not available for all of the criteria used to 
measure the liquidity, profitability, efficiency and capital 
structure. The available data about the industry averages may not 
be highly reliable since the number of firms considered are 
1imi ted -
Keeping in mind the limitations to the study, the evidence showed 
that the majority of the firms in the sample are small to medium 
sized firms, which are growing fast and in need of cash because 
of over-trading. They are allowing or have allowed the level of 
business to expand with an inadequate financial base- Therefore, 
they have undertaken high liabilities causing high financial 
risks in case of a decline in profitabi1ity. Besides the sales 
are mostly realized on credit basis instead of cash basis and in 
addition, the collection and cash conversion periods are quite 
long for the majority of the firms.
The study shows that these firms are in general possible 
beneficiaries of factoring services. The factoring service can 
help these firms to collect their receivables by insuring the 
credits. It can help them to improve their liquidity and 
profitabi1ity by providing prepayments. Also, the sales ledger 
administration service can help them to improve their efficiency.
This study did not aim to evaluate these companies from the point 
of factoring companies. It only aimed to find out the sources of
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reasons of these firms for coming to a factoring company.
Therefore, no recommendation is made a 
companies for the factoring services-
bout the eligibility of the
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APPENDIX
Tab l e  I-A INDUSTRY AVERAGES
TEXT . AUTO NETAL CHEN ELEC.
EQUIP.
PAPER FOOD
CURRENT 3 
RATIO
.48 1.67 1.61 1.6 1.96 2 1.54
NET PROFIT/ 
STCK.EQUITY 7
27 9 22 17 35 16 14
NET PROFIT/ 
TOTAL ASSETS 7
18 4 10 9 14 8 8
TOTAL DEBTS/ 
STCK.EQUITY 7
36 50 64 42 60 41 44
NET PROFIT/ 7 5 9 7 9 9 6
NET SALES 7.
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Table II-A NET SALES
1988 1989 » 1990 AVERAGE
1 11,781,811 20,813,089 50,965,000 27,853,300
2 1,174,965 2,984,284 7,338,850 3,832,700
3 1,400,373 5,703,815 4,350,574 3,818,254
4 3,998,179 8,625,180 12,974,871 8,532,743
5 214,762 410,146 2,713,469 1,112,792
6 3,658,942 6,883,099 8,936,418 6,492,820
7 80,024,746 15,330,257 17,666,110 37,673,704
8 2,870 4,450 5,698 4,339
9 5,241,204 6,326,026 15,558,957 9,042,062
10 3,648,369 5,374,907 8,619,472 5,880,916
11 192,022 1 , 601. , 402 936,712
12 82,176 294,160 697,054 357,797
13 3,229,570 199,096,288 446,775,138 216,366,999
14 12,572,454 31,892,100 40,537,608 28,334,054
15 10,853,934 17,104,193 27,905,837 18,621,321
16 6,003,241 10,913,791 18,502,298 11,806,443
17 1,262,454 2,283,284 1,772,869
18 0 11,035 180,483 63,839
19 1,109,314 1,158,903 1,299,115 1,189,111
20 15,358,756 32,943,990 24,899,732 24,400,826
21 37,466,691 86,892,237 94,812,682 73,057,203
22 8,286,923 15,461,142 26,282,629 16,676,898
23 361,512 1,437,316 1,432,481 1,077,103
24 7,783,615 13,965,245 34,138,430 18,629,097
25 6,204 7,316 12,126 8,549
26 0 60,660 1,149,555 403,405
27 141,353 227,912 413,216 260,827
28 24,894,275 18,074,429 19,517,490 20,828,731
29 6,003,241 10,913,791 18,502,298 11,806,443
30 1,125,217 1,389,483 1,529,316 1,348,005
31 393,535 1,211,653 2,896,798 1,500,662
32 2,542,280 5,728,773 10,920,141 6,397,065
33 2,170,524 1,584,310 2,454,653 2,069,829
34 1,832,257 2,599,566 8,092,404 4,174,742
35 4,911 16,312 13,366 11,530
36 115,336 6,271,935 5,265,692 3,884,321
37 8,045,904 11,019,114 20,286,329 13,117,116
38 31,221,931 51,762,169 71,624,417 51,536,172
39 1,816,441 2,890,388 2,656,100 2,454,310
40 3,329,191 6,397,578 10,935,808 6,887,526
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Table III-A NET PROFITS
1988 1989 1990 AVERAGE
1 652,085 1,002,452 3,723,200 1,792,579
2 246,442 320,804 1,157,310 574,852
3 237,138 369,766 370,332 325,745
4 507,241 433,312 388,625 443,059
5 4,429 4,990 9,211 6,210
6 563,202 1,182,170 1,145,353 963,575
7 293,775 354,793 255,323 301,297
8 408 522 339 423
9 593,223 252,818 1,854,783 900,275
10 338,975 571,189 758,914 556,359
11 (46,183) 105,243 29,530
12 4,258 8,280 12,388 8,309
13 91,141 796,782 261,587 383,170
14 966,481 2,799,747 4,273,148 2,679,792
15 75,827 (8,620) 708,120 258,442
16 24,160 108,061 (135,468) (1,082)
17 116,843 461,112 288,978
18 (5,137) 545 2,080 (837)
19 6,357 11,014 24,239 13,870
20 222,843 583,856 772,734 526,478
21 449,084 1,579,330 1,199,453 1,075,956
22 244,115 182,272 (3,270,189) (947,934)
23 8,660 122,002 240,213 123,625
24 757,866 1,585,820 5,230,086 2,524,591
25 314 977 409 567
26 35,829 2,145,184 1,335,550 1,172,188
27 (2,563) 1,694 8,351 2,494
28 11,491 133,177 3,124 49,264
29 848,374 184,616 1,324,694 785,895
30 24,160 108,061 (135,468) (1,082)
31 8,871 10,995 29,234 16,367
32 14,594 104,682 234,906 118,061
33 (737,073) (694,413) (412,692) (614,726)
34 211,655 42,848 63,588 106,030
35 43,105 77,518 176,910 99,178
36 17 (349) 176 (52)
37 (153,901) 289,970 309,669 148,579
38 490,410 355,048 874,084 573,181
39 885,578 1,717,235 1,897,329 1,500,047
40 295,583 42,730 135,862 158,058
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T a ble IV-A CURRENT RATIOS
1988 1989 1990 AVG,
1
2
3
4
5
6
7
8 
9
10
11
12
13
14
15
16
17
18
19
20 
21 
22
23
24
25
26
27
28
29
30
31
32
33
34
35
36
37
38
39
40
1.30
1.50
1.60 
0 . 6 8  
0.90
1.30 
0.90
1.70
1.40
1.26
1.00
0.99
1.32
0.87
1.08
0.85
1.00
0.98
0.90
0.95
0.58
1.00
1.08
1.02
1.20
1.00
1.00
1.08
1.23
1.00
1.20
1.21
1.00
0.60
0.80
1.30
0.48
1.70
1.20
0.90
1.50 
0 . 6 6  
0.70
1.10
1.20
5.00
1.00
1.22 
0.60
1.00 
0.86
1.89 
0.96
1.05
2.70 
0.84
1.00
1.21
1.00 
0.93 
0.59
1.40 
1.12 
0.69 
0.62
1.00
1.17
1.05
1.02
2.00
1.20
0.85
1.00
0.40
1.00
1.30 
0.39
1.10
1.30
1.30
1.32 
0.80 
0.80 
0.90
1 . 2 0
1.60
1.40 
1.18 
0.80
1 . 0 0
1.31 
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80 
14 
10 
37
1.00
1.09 
0.50
1.10
0.39
2 . 2 0
1.01
0.80
2.48
0 . 0 0
1.29
1.14
1.03
2 . 0 0
1.10
0.75
1.00
1.00
1.00
1.30 
0.83 
0.80
1
1, 
1, 
0 .
0, 
1 . 
1 . 
2 . 
1 .
1.
27
23
47
71
80
10
10
77
27
22
0.70
1.00
1.05
1.64
0 . 8 8
1, 
4, 
1, 
1 , 
1. 
0 ,
09
40
69
00
09
80
0.99 
0.52
1.53
1.07 
0.84 
1.43 
0.67
1.15
1.09
1.09
1.67
1.17 
0.94
1.00 
0.67 
0.93
1.30 
0.57
1.20
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Table V-A ACID-TEST R ATIOS
1988 1989 1990 AVG.
1 0.20 0.30 0.40 0.30
2 1.10 0.60 0.90 0.87
3 0.76 1.22 1.10 1.03
4 0.64 0.62 0.37 0.54
5 0.10 0.30 0.20 0.20
6 0.50 0.70 0.50 0.57
7 0.50 0.60 0.60 0.57
8 0.80 2.40 0.90 1.37
9 1.10 0.50 1.30 0.97
10 0.35 0.40 0.43 0.39
11 0.00 0.70 0.35
12 0.00 1.00 0.00 0.33
13 0.49 0.78 0.87 0.71
14 0.82 1.09 0.51 0.81
15 0.38 0.71 0.61 0.57
16 0.87 0.97 1.04 0.96
17 0.80 3.30 2.05
18 0.13 0.27 0.38 0.26
19 0.30 0.30 0.20 0.27
20 0.59 0.80 0.52 0.64
21 0.70 0.90 0.30 0.63
22 0.68 0.62 0.89 0.73
23 0.49 0.57 0.29 0.45
24 1.10 0.80 1.40 1.10
25 0.31 0.50 0.33 0.38
26 1.02 0.47 0.78 0.76
27 0.07 0.49 1.45 0.67
28 0.00 0.00 0.00 0.00
29 0.97 1.17 1.28 1.14
30 0.87 0.97 1.04 0.96
31 0.40 0.56 0.80 0.59
32 0.00 1.00 1.00 0.67
33 1.06 0.38 0.46 0.63
34 1.10 0.80 0.60 0.83
35 0.00 0.00 1.00 0.33
36 0.20 0.00 0.10 0.10
37 0.40 0.60 0.60 0.53
38 0.70 0.80 0.80 0.77
39 0.21 0.22 0.73 0.39
40 1.20 0.80 0.80 0.93
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T a ble VI-A DEBTORS TO SALES RATIO
198B 1989 1990 AVG.
1
2
3
4
5
6
7
8 
9
10
11
12
13
14
15
16
17
18
19
20 
21 
22
23
24
25
26
27
28
29
30
31
32
33
34
35
36
37
38
39
40
2.47
34.25
17.11
31.75
17.47
7.03
15.28
22.64
18.75
16.78
26.94
11.09
24.38
14.09
29.34
80.83 
32.66
32.83
64.44
40.10
21.81
8.82
106.93
0.00
76.11
29.65
29.34
2.49
0.83
3.53
59.69
8.89
7.28
15.56
35.78
1.03
32.39
12.67
37.03
18.48
18.72 
33.58
17.94
14.42
15.22
1 0 . 2 2
22.29
0 . 0 0
41.67
18.07
10.65 
28.57
42.60
3.39
0.00
109.17 
18.54
43.11
44.17
36.44 
12.33
4.40 
8.13
46.96
24.72 
69.63
42.60
7.83
6.94
21.42 
54.92
14.44 
3.86
31.67
39.08
1.64
19.97
11.69
19.50 
52.19
10.39
9.08
21.08
15.22
38.25
36.53
21.71
37.67
6.67
18.30
9.47 
30.14
51.72 
1.58
28.69
98.06
25.22
38.81
40.28
38.42
11.31 
7.64
16.69 
4.61
23.06 
192.00
51.72
31.10
17.22
22.50 
44.19
18.61
9.47
23.89
47.11
12.06
33.42
8.94
30.26
29.26
20.29
20.05
15.35
14.97 
25.37
21.83
20.26
18.83
25.09
15.82
14.83
24.27
41.22
2.49
14.35 
96.02
25.47
38.25 
49.63
38.32
15.15
6.95 
43.91
25.78
41.30
97.10
41.22 
13.80
8.33
15.82
52.94
13.98
6.87
23.70
40.66
4.91
28.59
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T a b l e  VII-A C O L LECTION PERIODS
1988 1989 1990 AVG.
1 8.90 45.60 42.10 32.20
2 123-30 133.30 70.20 108.93
3 61.59 66.54 187.90 105.34
4 114.30 67.38 37.40 73.03
5 62.90 120.90 32.70 72.17
6 25.30 64.60 75.90 55.27
7 55.00 51.90 54.80 53.90
8 81.50 54.80 137.70 91.33
9 67.50 36.80 131.50 78.60
10 60.40 80.25 78.15 72.93
11 0.00 135.60 67.80
12 97.00 150.00 24.00 90.33
13 39.92 65.06 65.88 56.95
14 87.76 38.34 34.10 53.40
15 50.74 102.85 108.50 87.36
16 105.64 153.37 186.20 148.40
17 12.20 5.70 8.95
18 0.00 103.30 51.65
19 291.00 393.00 353.00 345.67
20 117.56 66.73 90.80 91.70
21 118.20 155.20 139.70 137.70
22 232.00 159.00 145.00 178.67
23 144.36 131.18 138.30 137.95
24 78.50 44.40 40.70 54.53
25 31.74 15.84 27.50 25.03
26 384.93 29.25 60.10 158.09
27 169.05 16.60 92.83
28 274.00 89.00 83.00 148.67
29 106.75 250.68 691.20 349.54
30 105.64 153.37 186.20 148.40
31 8.97 28.17 111.95 49.70
32 3.00 25.00 62.00 30.00
33 12.69 77.12 81.00 56.94
34 214.90 197.70 159.10 190.57
35 32.00 52.00 67.00 50.33
36 26.20 13.90 34.10 24.73
37 56.00 114.00 86.00 85.33
38 128.80 140.70 169.60 146.37
39 3.71 5.89 43.40 17.67
40 116.60 71.90 120.30 102.93
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T a ble VIII-A CASH C O N VERSION PERIODS
1988 1989 1990 AVG.
1 49.60 77.60 127.40 84.87
2 49.20 169.60 78.20 99.00
3 84.63 37.49 115.30 79,14
4 (31.27) 34.57 39.24 14.18
5 423.40 (116.00) (15.70) 97.23
6 55.90 82.40 123.60 87.30
7 96.40 112.00 143.60 117.33
8 89.90 117.60 215.30 140.93
9 53.10 31.90 70.60 51.87
10 12.49 13.74 (27.60) (0.46)
11 (69.70) (139.50) (104.60)
12 (30.00) 3.00 (25.00) (17.33)
13 22.22 30.65 77.75 43.54
14 150.48 74.09 131.43 118.67
15 43.94 93,42 64.57 67.31
i h (1.49) (5.23) 23.60 5.63
17 124.20 107.60 115.90
18 (132.35) 905.40 386.53
19 82.00 209.00 (251.00) 13.33
20 108.66 64.87 161.76 .111.76
21 49.40 58.30 68.00 58.57
22 54.00 (16.00) 21.00 19.67
23 18.77 30.25 52.70 33.91
24 91.80 68.60 54.50 71.63
25 24,97 72.73 116.30 71.33
26 17.39 (18.54) 0.90 (0.08)
27 152.04 29.60 90.82
28 156.00 175.00 245.00 192.00
29 64.38 217.06 570.70 284.05
30 (1.49) (5.23) 23.60 5.63
31 10.98 36.85 124.40 57.41
32 54.00 29.00 50.00 44.33
33 8,83 (138.87) (107.60) (79.21)
34 155.00 139.70 117.20 137.30
35 123.00 51.00 72.00 82.00
36 (309.60) (540,10) (408.70) (419,47)
37 367.00 8.00 38.00 137.67
38 204.20 175.30 198.00 192.50
39 4.24 (0.32) 28.70 10.87
40 78.50 183.80 128.70 130.33
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T a b l e  IX-A TIMES INTEREST EARNED RATIOS
1988 1989 1990
1 2-00 2.80 3.20
2 '154.40 66.40 5.30
3 0.00 0.00 0.00
4 7.01 2.29 1.62
5 1.20 2.30 1.60
6 0.00 0.00 8.60
7 1.70 1.40 1.10
8 17.90 25.30 4.80
9 4.50 1.50 4.00
10 2.63 2.48 2.94
11 0.00 4.60
12 0-00 0.00 0.00
13 1.27 3.00 1.36
14 3.66 3.36 5.03
15 1.42 1.34 1.40
16 1.20 1.12 1.20
17 2.70 8.40
18 0.00 0.00 0.00
19 1.00 1.00 1.00
20 0.00 0.00 1.25
21 1.10 1.50 1.50
22 1.10 1.07 0.14
23 0.00 1.58 0.00
24 7.90 3.20 5.40
25 0.00 0.00 0.00
26 2.21 2.32 1.13
27 0.00 0.00 2,99
28 2.00 1.00 1.00
29 1.35 0.00 1.57
30 1.20 1.12 1.20
31 3.24 1.55 1.34
32 2.00 12.00 5,00
33 0.00 0,00 0.00
34 5.00 1.50 1.20
35 2.00 1.00 1.00
36 0.00 0.00 0.00
37 0.00 3.00 7.00
38 1.60 1.20 1.40
39 1.98 4.36 2.29
40 7.80 1.30 1.30
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Tab l e  X-A NET/PRÜFIT/EQUITY
1990 1990
1 60.50 21 32.20
2 54.60 22 0.00
3 33.57 23 23.61
4 30.78 24 74.70
5 19.50 25 23.50
6 74.30 26 40.87
7 10.30 27 7.79
8 16.50 28 3.00
9 80.50 29 43.31
10 81.64 30 0.00
il 100.60 31 35.61
12 50.00 32 87.00
13 12.83 33 0.00
14 51.66 34 16.70
15 17.38 35 14.00
16 0.00 36 0.30
17 19.70 37 18.00
18 0.42 38 21.20
19 12.00 39 36.78
20 7.86 40 11.10
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Tab l e  XI-A NET PRD F I T / T O T A L  ASSETS
1988 1989 1990 AVG.
1 14.00 8.40 17.40 13.27
2 37.50 11.60 22.70 23.93
3 33.64 22.48 9.38 21.83
4 20.00 14.03 14.03 16.02
5 1.40 0.80 0.80 1.00
6 32.20 33.90 33.90 33.33
7 8.00 5.80 3.20 5.67
8 21.90 27.30 7.30 18.83
9 33.40 10.50 27.60 23.83
10 13.69 15.76 14.03 14.49
11 0.00 10.10 5,05
12 8.00 5.00 4,00 5.67
13 6.97 26.73 5.73 13.14
14 16.60 35.90 23.51 25.34
15 1.27 0.00 3.96 1.74
16 0.76 1.60 0.00 0.79
17 8.00 17.50 12.75
18 (11.02) 1.89 0.32 (2.94)
19 0.20 0.30 0.00 0.17
20 1.43 2.31 2.46 2.07
21 2.00 2.00 0.90 1.63
22 2.00 1.00 0.00 1.00
23 1.80 7.02 8.08 5.63
24 19.50 25.40 48.50 31.13
25 10.90 25.59 4.60 13.70
26 0.75 4.62 1.15 2.17
27 0.00 2.22 5.67 2.63
28 4.00 4.00 1,00 3.00
29 9.18 1.29 6,89 5.79
30 0.76 1.60 0.00 0.79
31 6.70 3.13 4.03 4.62
32 11.00 41.00 24.00 25.33
33 0.00 0.00 0.00 0.00
34 14.00 2.80 2.90 6.57
35 4.00 3.00 4.00 3.67
36 0.10 0.70 0.20 0.33
37 0.00 7.00 6.00 4.33
38 6.90 3.70 5.20 5.27
39 18.69 16.86 10.77 15.44
40 18.60 1.40 4.70 8.23
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T a ble XII-A NET PROFIT/NET SALES
1988 1989 1990 AVG
1 5.50 4.80 7.30 5.87
2 21.00 10.70 15.80 15.83
3 16.93 6.48 6.38 9.93
4 12.69 5.02 3.00 6.90
5 2.10 1.20 0.30 1.20
6 15.40 17.20 9.60 14.06
7 3.70 2.30 1.40 2.50
8 14.20 11.70 5.90 10.60
9 11.30 4.00 11.90 9.07
10 9.29 10.63 8.80 9.57
11 0.00 6.30 3.15
12 5.00 3.00 2.00 3.33
13 2.74 12.45 2.39 5.86
14 7.69 8.78 10.54 9.00
15 0.70 0.00 2.54 1.08
16 0.40 0.99 0.00 0.46
17 9.30 20.20 14.70
18 0.00 4.94 1.15 2.03
19 1.00 1.00 2.00 1.33
20 1.45 1.77 3.10 2.10
21 1.20 1.80 1.30 1.43
22 3.00 1.00 0.00 1.33
23 2.40 8.49 16.77 9.22
24 9.70 11.40 15.30 12.13
25 5.06 13.30 3.40 7.30
26 1.11 1.08 0.30 0.83
27 2.79 0.73 1.76
28 8.00 6.00 1.00 5.00
29 3.41 1.02 13.57 6.00
30 0.40 0.99 0.00 0.46
31 0.79 0.79 1.91 1.16
32 8.00 9.00 8.00 7.00
33 0.00 0.00 0.00 0.00
34 9.80 2.70 2.60 5.03
35 2.00 3.00 2.00 2.33
36 0.30 (2.10) 1.30 0.53
37 0.00 5.00 4.00 3.00
38 6.10 3.20 4.30 4.50
39 2.84 3.32 2.65 2.93
40 16.30 1.50 5.10 7.60
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